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With the development of the investment on infrastructure construction and the 
evolvement of urbanization process in China, the domestic security industry has 
developed rapidly and the market demand has exploded recently. In this paper, the thesis 
is mainly based on studying the security industry which is being innovated towards the 
direction of mobile internet. Through the research of the enterprise development and sale 
operations management, the article analyzes the issues existed in the sales operations 
process, Including the single product system, the limit of customer segmentation, the 
simple sales model, marketing development subject to distributors, the limited 
functionality of CRM system, sales personnel salary system is unreasonable, product 
technical operation barriers and the problem of after-sales service, etc. This paper focus 
these problem and explores the necessity and feasibility to find out a way to perform the 
process reengineering of the sales process, then plan the solution design. It is believed that 
by analyzing the problem of SZY Company, the feature and track of the same kind of 
entrepreneurial software companies can be found, and it will help the company to 
recombine its sales model to improve the applicability of the products and facilitate the 
development of the company in the future. After research of the thesis includes the 
analyses of the development of the security industry, based on the issues existed in the 
sales operation process of SZY Company, it puts forward a practicable scheme of the 
optimization of operation management. By means of case study, the thesis takes SZY 
Company, which specializes in software research & development, as an example, to 
explore its bottleneck hindering the development in sales channel and to create a new way 
for sales. It has a comparison between the before and after operation process 
reengineering, to emphasize the future development of sales operation process 
reengineering. It believe that this paper about the optimization of operation management 
will contribute to the development of similar software company, at the same time, it will 
verify the effect of the optimization of operation management in the process of practice 
and In the process of practice. 
 

















1  绪论 ....................................................................................................... 1 
1.1 选题背景和目的 ....................................................... 1 
1.2 研究的内容和方法 ..................................................... 2 
1.2.1 研究内容 .................................................................................................................. 2 
1.2.2 研究方法 ................................................................................................................. 3 
1.3 论文的结构框架 ....................................................... 3 
2  相关理论研究 ...................................................................................... 5 
2.1 创业型企业 ........................................................... 5 
2.1.1 创业型企业特点 ..................................................................................................... 5 
2.1.2 创业型企业发展瓶颈 ............................................................................................. 6 
2.2 企业战略转型 ......................................................... 7 
2.2.1 企业战略转型 ......................................................................................................... 7 
2.2.2 企业战略转型类型 ................................................................................................. 7 
2.2.3 企业战略转型关键点 ............................................................................................. 8 
2.3 创业型企业战略转型 .................................................... 9 
2.4 本章小结 ............................................................ 10 
3  SZY 公司销售业务运作管理现状与问题分析 ............................... 12 
3.1 安防行业的发展与现状 ................................................ 12 
3.1.1 安防行业市场环境分析 ....................................................................................... 12 
3.1.2 安防企业现存状况分析 ....................................................................................... 16 
3.2 移动互联网的发展与现状 .............................................. 19 
3.2.1 移动互联网市场环境分析 ................................................................................... 20 
3.2.2 移动互联网发展趋势分析 ................................................................................... 20 
3.2.3 安防产业移动智能终端发展 ............................................................................... 21 
3.3 SZY 公司简介 ........................................................ 23 
3.3.1 SZY 公司背景 ........................................................................................................ 23 
3.3.2 SZY 公司组织架构 ................................................................................................. 24 
3.3.3 SZY 公司商业模式 ................................................................................................. 27 
3.3.4 SZY 产品体系情况 ................................................................................................. 27 
3.3.5 SZY 公司销售业务概况 ......................................................................................... 31 
3.4 SZY 公司现有销售运作管理存在的问题及其成因分析 ....................... 35 
3.4.1 产品体系单一客户群体有限 ................................................................................ 36 
3.4.2 销售模式简单 ........................................................................................................ 37 
3.4.3 销售发展受制于渠道商 ........................................................................................ 38 
3.4.4 企业客户管理平台功能有限 ................................................................................ 39 















3.4.6 产品技术性操作壁垒 ............................................................................................ 43 
3.4.7 售后服务体系不完善 ............................................................................................ 44 
3.5 SZY 公司销售运作管理优化的必要性和可行性 ............................ 44 
3.5.1 SZY 公司发展的主要瓶颈 .................................................................................... 44 
3.5.2  SZY 公司销售运作管理优化的必要性 ............................................................. 45 
3.6 本章小结 ............................................................ 46 
4  SZY 公司销售运作管理优化方案设计 ........................................... 47 
4.1 运作管理优化的目的 .................................................. 47 
4.2 SZY 公司销售运作管理优化的方案设计 ................................... 48 
4.2.1 SZY 销售业务运作管理优化的基本思路 ............................................................ 49 
4.2.2 SZY 产品重组及客户群体重构 ............................................................................. 51 
4.2.3SZY 销售模式多样性组合 ...................................................................................... 55 
4.2.4 解决销售模式受制于渠道商 ............................................................................... 55 
4.2.5 客户管理平台 CRM 改造 ..................................................................................... 60 
4.2.6SZY 部门组织架构及薪酬管理制度调整 .............................................................. 63 
4.2.7SZY 区域运营中心设立分析 .................................................................................. 66 
4.2.8 完善运作管理优化的各个细节 ............................................................................ 67 
4.3 SZY 公司销售模式运作管理优化实施 .................................... 69 
4.3.1 跨部门沟通 ........................................................................................................... 69 
4.3.2 组织变革团队 ........................................................................................................ 71 
4.3.3 新业务模式创建流程实施步骤 ............................................................................ 71 
4.4 销售业务运作管理优化的效果预测与分析 ................................ 72 
4.4.1 SZY 销售业务优化效果预测 ................................................................................. 72 
4.4.2 SZY 销售运作管理优化数据分析 ......................................................................... 74 
4.5 本章小结 ............................................................. 77 
5  结  论 ................................................................................................. 78 
5.1 结论 ................................................................ 78 
5.2 展望 ................................................................ 80 
附录 ........................................................................................................... 81 
参考文献 ................................................................................................... 85 













 安防软件研发公司销售部门运作管理优化研究——以 SZY 公司为例 
 IV
Contents 
1 Introduction ··································································· 1 
1.1 Research Background & Objectives ··············································· 1 
1.2 Research Contents and Methodologies ············································ 2 
1.2.1 Research Contents ····························································· 2 
1.2.2 Research Methodologies ······················································ 3 
1.3 Research Structure ···································································· 3 
2 Relevant Theories ···························································· 5 
2.1 Entrepreneurial Enterprise ·························································· 5 
2.1.1 Characteristics of Entrepreneurial Enterprise ·························· 5 
2.1.2 Development Bottleneck of Entrepreneurial Enterprise ··············· 6 
2.2 Strategic Transformation in Enterprise ··········································· 7 
2.2.1 Strategic Transformation in Enterprise ··································· 7 
2.2.2 Type of Strategic Transformation in Enterprise ························· 7 
2.2.3 Key point of Strategic Transformation in Enterprise ·················· 8 
2.3 Strategic Transformation in Entrepreneurial Enterprise ······················ 9 
2.4 Summary ·············································································· 10 
3 Sales Operation Management Status & Issues Analysis of SZY 
Company ········································································ 12 
3.1 Development & Current Status of Security Industry ························· 12 
3.1.1 Market Environment Analysis of Security Industry ·················· 12 
3.1.2 Current Status Analysis of Security Industry ·························· 16 
3.2 Development & Current Status of Mobile Internet ··························· 19 
3.2.1 Market Environment Analysis of Mobile Internet ···················· 20 
3.2.2 Development Tendency Analysis of Mobile Internet ·················· 20 
3.2.3 Development of Mobile Intelligent Terminal in Security Industry 21 
3.3 Overview of SZY Company ························································ 23 
3.3.1 SZY Company Background ··············································· 23 
3.3.2 Organization Structure of SZY Company ······························ 24 















3.3.4 Product System of SZY Company ········································ 27 
3.3.5 Business Overview of SZY Company ···································· 31 
3.4 Analysis on Issues and Causes of Sales Managerial Operations in SZY 
Company············· ······································································ 35 
3.4.1 Single Product System & Limited Customer Segment ··············· 36 
3.4.2 Simple Sales Model ·························································· 37 
3.4.3 Sales Development Controlled by Channel Partners ················· 38 
3.4.4 Limited Functions for Enterprise Customer Management Platform
 ······························································································· 39 
3.4.5 Irrational Compensation System for Sales Team ······················ 41 
3.4.6 Technological Operational Barrier of the Products ··················· 43 
3.4.7 Incomplete After Sales System ············································ 44 
3.5 Necessity & Feasibility of improve Sales Business Process in SZY Company
 ······························································································· 44 
3.5.1 Major Bottleneck of SZY Company Development ···················· 44 
3.5.2 Necessity of improve Sales Business Process in SZY Company ···· 45 
3.6 Summary ·············································································· 45 
4 Schematic Design for improve Sales Business Process in SZY 
Company ········································································ 47 
4.1 Purpose of improve Sales Business Process ····································· 47 
4.2 Schematic Design on improve Sales Operation Management in SZY 
Company ··················································································· 48 
4.2.1 Basic Thoughts of improve Sales Operation Management ·········· 49 
4.2.2 Products Recombination & Customer Segment Restructure ······· 51 
4.2.3 Multifarious Combination of Sales Model in SZY Company ······· 55 
4.2.4 Settlement of Sales Model Controlled by Channel Partners ········ 55 
4.2.5 Reform Customer Management Platform CRM ······················ 60 
4.2.6 Adjustment of Organization Structure & Compensation System ·· 63 
4.2.7 Analysis on Setting-up Regional Operational Center ················ 66 
4.2.8 Details to Perfect Sales Operation Management ······················ 67 
4.3 Implementation of improve Operation Management in SZY Company ·· 69 
4.3.1 Cross-functional Communication············· ··························· 69 













 安防软件研发公司销售部门运作管理优化研究——以 SZY 公司为例 
 VI
4.3.3 Create New Business Model & Implement improve Process 
Steps············· ············································································ 71 
4.4 Effect Prediction and Analysis of improve Sales Operation 
Management············· ·································································· 72 
4.4.1 Effect Prediction of improve Sales Operation Management in SZY 
Company············· ······································································ 72 
4.4.2 Data Analysis of improve Sales Operation Management in SZY 
Company············· ······································································ 74 
4.5 Summary ·············································································· 77 
5 Conclusions ··································································· 78 
5.1 Conclusion ············································································· 80 
5.2 Prospect ················································································ 81 
Appendix ········································································ 81 
References ······································································ 85 




























































产品。在经过几年的发展，SZY 的创新优势逐渐明显，开创出 3G 手机远程智能监
控系统+手机视频会议系统+会议培训直播软件系统三大产品系列。 
由于安防行业的特殊性，企业前期的销售重心放在全国渠道商平台的搭建。




                                                             

































































































Degree papers are in the “Xiamen University Electronic Theses and Dissertations Database”. Full
texts are available in the following ways: 
1. If your library is a CALIS member libraries, please log on http://etd.calis.edu.cn/ and submit
requests online, or consult the interlibrary loan department in your library. 
2. For users of non-CALIS member libraries, please mail to etd@xmu.edu.cn for delivery details.
厦
门
大
学
博
硕
士
论
文
摘
要
库
